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Aim
 High

•
Higher expectations produce better outcom

es.

•
Expectations are a self-fulfilling prophesy.

–
Bargainers w

ho think they w
ill succeed have m

uch better chances for 
negotiation success.

–
Those w

ho think failures generally do poorly.

•
Develop high expectations by m

aking optim
istic assum

ptions about your 
position.

–
Be skeptical of initial assum

ptions.

–
M

ake realistic assum
ptions that favor your position.

–
Rem

em
ber the unknow

n pressure facing the other side.

Rule O
ne

T
ext 5.1, p. 67-68
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G
ive Yourself Room

 to Com
prom

ise�

•
Concessions alw

ays necessary 

•
O

pen low
, you can alw

ays go up

•
Justify opening position

•
Unreasonable opening positions w

ith “too m
uch room

” are 
counterproductive

Rule Tw
o

T
ext 5.2, p.69
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Do Not Volunteer W
eakness

•
Don’t volunteer inform

ation detrim
ental to your 

bargaining position.

•
Tell the truth, but avoid revealing m

ore than 
necessary.

Rule Three

T
ext 5.3, p. 70-71
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Everyday Violations

•
“M

y car just broke dow
n”

•
“Your product is the only one”

•
“W

e have a surplus”

•
“W

e m
ust sell it today”

•
“I can’t get credit”

Rule Three

T
ext 5.3, p. 70-71
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Less O
bvious Violations

•
“The Boss likes to do business w

ith your firm
.”

•
“M

y vacation starts tom
orrow

”

•
“Funding increased this year”

•
“I’m

 up to m
y neck in w

ork”

T
ext 5.3, p. 70-71

Rule Three
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Satisfy Non-price Needs

•
Identify non-price needs

–
Price is never only issue

–
Non-Price needs are often hidden

•
Find w

ays to satisfy the non-price needs

•
W

hat are non-price needs in sale of a fam
ily ow

ned 
business?

–
Firm

 nam
e

–
Em

ployee/custom
er retention

–
Adherence w

ith established practice

Rule Four

T
ext 5.4, p. 72
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Use Concessions W
isely

•
W

hen giving, ask for som
ething in return

•
Concede slow

ly, in sm
all am

ounts

•
Avoid splitting the difference

•
O

ther key points

–
Use concessions to break im

passes

–
G

et w
hat is im

portant

–
Concede the least im

portant 

Rule Five

T
ext 5.5, p. 73-74
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Put the Pressure on the O
ther Side

•
Believe in the unknow

n pressures facing the other side

•
Resist artificial pressures

–
G

uard against conscious and sublim
inal pressures that do not 

affect bargaining

–
For exam

ple, don’t be sw
ayed by fancy offices, books on 

display or credentials and titles

•
Refer to com

petitive alternatives

–
But use care to be subtle!

Rule Six

T
ext 5.6, p. 75



5-10
8/25/95

Use the Pow
er of Patience

•
Patience exhibits resolve

•
Additional tim

e stresses the other side

•
Am

ericans tend to be im
patient

•
Big payoffs for extra tim

e

•
Balanced w

in/w
in outcom

es take tim
e

Rule Seven

T
ext  5.7, p. 76
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Be W
illing to W

alk & Com
e Back

•
Deadlock cannot alw

ays be avoided

•
Som

e parties are unfair and unreasonable

•
Com

e back w
hen better deals can’t be found

•
Try not to m

ake the first m
ove after deadlocking (but com

e 
back anyw

ay)

•
Forestall w

alkouts by the other side

Rule Eight

T
ext 5.8, p. 77
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Say it Right

•
Its not w

hat you say but how
 you say it

•
Even generous offers are refused w

hen other side is slighted or 
provoked

•
Alw

ays be cordial and business-like

•
Say things in a w

in/w
in m

anner

•
Avoid controversial rem

arks

–
Violations occur even w

hen there is no intention

–
Do not provoke w

hen provoked

–
Avoid personal pronouns w

hen disagreeing

Rule Nine

T
ext 5.9, p. 78-79
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Be Prepared

•
Know

 strengths and w
eaknesses of both sides

•
Identify non-price needs and w

ays to satisfy

•
Sellers have an inherent preparation advantage

–
Intim

ately aw
are of product or service provided

–
Cum

ulative preparation tim
e from

 repeat� deals

•
No substitute for good preparation

Rule Ten

T
ext 5.10, p. 80
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Sum
m

ary

•
Negotiation success determ

ined by bargaining skill as 
m

uch as circum
stances

•
Expert negotiators have certain universally accepted 
techniques in com

m
on

•
W

ill increase success in professional and personal 
bargaining sessions

•
Standard criteria for judging negotiation exercises in 
course

T
ext 5.11, p. 81


